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The PPA’s Influence on Corporate
Defined Benefit; Plans
By R. Michael Gray, CPA/PFS
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Pension Protection Act of 2006

The PPA's Influence on Corporate
Defined Benefit Plans
In the final installment of a series of articles
highlighting the Pension Protection Act, Mike
Gray analyzes the Act's influence on corpo
rate defined benefit plans. Four essential
changes are covered.

4

Reflecting on the 2007 PFP
Conference: Networking,
Education and Community
Larry McKoy offers his first-hand, in-person
perspectives of the recent PFP Conference in
Las Vegas, including information direct from
keynote speakers, the value of networking
and the importance of being part of the
PFP/PFS community.

5

AICPA Captures Best Practices
from PFP Community
This year's Town Hall, held during the PFP
Conference, offers a unique perspective on
current topics and future offerings.

Two issues that moved to the forefront in
recent years are causing concerns for defined
benefit plan sponsors: The declining stock mar
ket performances at the beginning of this
decade and artificially low interest rates used
to discount pension obligations.
Confidence in the retirement system was
already damaged by the failure of large corpo
rations, such as Adelphia, Enron and
WorldCom. In these cases, thousands of
employees lost retirement savings in their
defined contribution plans due to investments
in employer stock. These and other related
events focused the Bush administration and
Congress on the need for retirement security.
In addition, soft economic factors created
growing pension liabilities resulting in larger
contribution obligations for plan sponsors, who
were forced to review the continuation of
these plans.

Our economic conditions, including the stock
markets, have improved and corporate failures
have slowed, but the problems these factors
created for the U.S. retirement system are still
with us. For example, through 2004, the
Pension Benefit Guaranty Corporation (PBGC)
reported claims in excess of $11 billion. These
claims covered more than 391,000 partici
pants. In 2000, the PBGC reported a surplus of
$9.7 billion. By 2004, the PBGC had a funding
deficit of $23.3 billion.

The majority of these claims came from a
small handful of large plan terminations occur
ring from 2002 through 2004, with nine of
these claims accounting for 63 percent of the
total claims in the history of the agency. These
companies were household names, such as
United Airlines, Bethlehem Steel and Kemper
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Insurance. The funding deficit was $22.7 billion
in 2005, only slightly below its prior year
record level.

In many of these cases, the terminating plan
was underfunded and the PBGC assumed
responsibility for payment of benefits.
However, terminations led many to worry
about the PBGC's long-term solvency. And,
since the end of 2004, more large pension
plans terminated, leading the Bush
Administration and Congress to move forward
on the legislative changes included in the new
Pension Protection Act of 2006 (PPA) with
these four essential changes:
1. Because the interest rates used to calculate
the current pension plan liabilities were
averaged over a four-year period and asset
values used to calculate minimum funding
requirements could be averaged over five
years, neither plan assets nor plan liabilities
were accurately measured.
2. Sponsors of underfunded plans were not
required to make additional contributions
(deficit reduction contributions) if their plans
were at least 90 percent funded.
3. Underfunded plans were sometimes able to
amortize their funding shortfalls over periods
as long as 30 years.
4. Some sponsors of underfunded pensions
avoided making contributions to their plans
for several years because they had made
contributions beyond the minimum in the
past. According to many experts, the use of
these so called "credit balances" led to
greater underfunding of pension plans.
In simple terms, a plan's funded status is
determined by comparing the value of plan
assets to the present value of the plan's bene
fit obligations as of the valuation date. Plans
with more than 100 participants must use the
Continued on next page
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first day of the plan year as their valuation date.
A plan's funded status is dependent on how
the assets and obligations are measured. The
PPA addresses two problems in the methodolo
gy used in these calculations: interest rates
and the averaging of assets.

The Measurement of Benefit
Obligations
The present value of the plan's benefit obliga
tions is determined on the basis of actuarial
assumptions. It is further assumed that these
assumptions are reasonable when viewed
individually and in the aggregate. The assump
tions are expected to represent the actuary's
best estimate of anticipated experience under
the plan. The interest and mortality assump
tions used to value benefits are set by the
PPA. However, the remaining assumptions,
such as the ages at which participants will
retire, are determined by the employer and the
plan's actuary. Under the PPA, plans are
required to value benefit obligations using
interest rate assumptions that vary depending
on when the benefit is expected to be paid.
To determine the appropriate interest rate,
benefits are grouped into three tiers: 1) bene
fits expected to be payable inside five years,
2) benefits expected to be payable after five
years but inside 20 years, and 3) benefits
expected to be payable after 20 years. The
Secretary of the Treasury will determine these
rates, which will be derived from a "yield
curve" of investment grade bonds averaged
over the most recent 24 months. The yield
curve requirement will be phased in over three
years beginning in 2007, replacing the fouryear average of corporate bond rates estab
lished under the Pension Funding Act of 2004.

The Act also directs the Treasury
Department to establish a new mortality
table for valuing benefits, update it every 10
years and establish a separate mortality
table for disabled participants. Certain large
plans may seek permission to use mortality
tables based on their own experience where
such reliance is supportable.

The Measurement of Plan
Assets
Generally, plan assets are valued using their
fair market value as of the valuation date.
The PPA permits averaging of asset values
to reduce the effect of market value fluctua
tions. However, the flexibility is less than
the existing law allows. The PPA shortens
the longest averaging period from five years
to two years and requires the value to
remain between 90 and 110 percent of fair
market value on the valuation date. This
shorter period and more narrow range will
cause plan sponsors to experience greater
volatility in plan assets and in their funding
obligations. The impact to employers may
prove considerable.

The Comparison of Plan
Assets to Benefit
Obligations
After the values of the plan assets and ben
efit obligations are calculated, the two val
ues are compared. The ratio of assets to lia
bilities is measured to determine whether
the plan is classified as fully funded, overfunded, underfunded or considered to be at
risk. The funded status directly influences
the amount of the required contribution to
the plan.
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The Plan Sponsor's Annual
Funding Obligations

Special Rules for At-Risk
Single-Employer Plans

Under the PPA, a plan sponsor's minimum
required contribution will be based on the
plan's target normal cost and the differ
ence between its funding target and the
value of its assets. The plan's target nor
mal cost is the present value of all bene
fits plan participants will accrue during the
year. The funding target is the present
value of all benefits, including early retire
ments, already accrued by plan partici
pants as of the beginning of the plan year.

The PPA introduces the concept of "at risk
plans" to prevent further deterioration of
underfunded plans. There is a worst case
assumption under a first test that classifies
a plan as "at risk," where it is less than 70
percent funded. A second test is applied
under standard actuarial assumptions, and
if the plan failed the first test, it will be
deemed "at risk" unless it is 80 percent
funded under these measures. The latter
test is phased in over four years, with the
minimum funding starting at 65 percent in
2008 and increasing to 80 percent by
2011. Plans in at-risk status in two of the
past four years will subject added funding
requirements.

If the plan's assets are less than the fund
ing target, the plan has an unfunded liabili
ty. This liability, less any permissible credit
balances (see below), must be amortized
over a seven-year period. The plan spon
sor's minimum required annual contribu
tion is the plan's target normal cost for the
plan year, but not less than zero. The PPA
will ultimately require 100 percent funding
of liabilities. The funding target will be
phased in at 92 percent in 2008, 94 per
cent in 2009, 96 percent in 2010, and 100
percent in 2011 and later years. If there is
still a funding in 2008 or 2009 after apply
ing the reduced percentage, no further use
of the transition rule is allowed. Finally,
plans that were underfunded and subject
to the requirement to make added contri
butions cannot use this transition rule.
Plans that have made contributions in
excess of the required minimum funding in
prior years have unused funding standard
account credit balances. Under prior law,
these credit balances could be used freely
to offset contributions that they would oth
erwise have been required to make. While
these balances are preserved under the
new rules, they can be used to reduce an
employer's minimum required contribution
only for years where the ratio of the value
of plan assets to benefit obligations is at
80 percent or more.

Additional PPA Changes
These improvements will go a long way
toward creating financial stability for exist
ing defined benefit plans through the more
conservative measurement methodology
and stronger funding minimums. Over one
half of the 900 pages of the PPA deal with
the funding issues surrounding defined
benefit plans. Other important provisions in
the PPA affecting these plans included the
following provisions.

• The PPA places limits on plan amend
ments that would increase benefits,
benefit accruals and benefit distribu
tion options (e.g., lump sums) in sin
gle employer defined benefit plans
that fail to meet the 80 percent fund
ing standards unless added contribu
tions are made.
• The PPA places limits on "shutdown
benefits" and other "contingent event
benefits" occurring where plant clos
ings or other negotiated settlements
occur. These benefits are generally
prohibited from being paid by plans
that are funded at less than 60 per
cent of full funding.

• Lump sum distributions are prohibited
if a plan is at less than 60 percent of
the full funding level or 100 percent
when it was in bankruptcy. If funded

at more than 60 percent and less than
80 percent, the lump sum is limited to
one half of the participant's accrued
benefit.
• The PPA established rules that restrict
the funding of non-qualified plans,
such as deferred compensation during
a "restricted period." A restricted peri
od occurs if the plan is in at-risk sta
tus, the plan sponsor is in bankruptcy,
or the plan sponsor's defined benefit
plan is terminated in an involuntary or
distress termination. Funds set aside
during this time are subject to a 20
percent excise tax and treated as tax
able income.
• Cash balance plans are confirmed as
not causing age discrimination against
older workers as long as benefits are
fully vested after three years of serv
ice and interest credits do not exceed
a market rate of return.

While these provisions could lead to
increased contributions and, potentially,
healthier plans, they also could lead to a
large number of frozen or closed defined
benefit plans and impair the establishment
of new plans. In addition, they could pre
vent many employees from taking lump
sum distributions directed to IRA rollovers.
The PPA has caught the attention of both
plan sponsors and their advisors. The ulti
mate outcome remains to be seen, but
clearly the PPA was a needed step in a
serious situation.

About the Author: R. Michael Gray,
CPA/PFS, is director of the Financial
Planning Group for CapFinancial Partners,
LLC, in Raleigh, N.C., where he focuses on
comprehensive wealth management for
high net individuals and their families.
Contact him at mike.gray@captrustadvisors.com.
CAPTRUST (CapFinancial Partners, LLC,
member NASD/SIPC) does not render legal,
accounting or tax advice. This material has
been distributed solely for informational
purposes and should not be construed as
legal advice. Investors are encouraged to
contact their tax attorneys when
considering this type of planning. •
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Reflecting on the 2007 PFP
Conference: Networking,
Education and Community
By Larry McKoy, CPA/PFS, CFP®
Editor's Note: Larry McKoy, an editorial advisor
for The Planner, was asked to provide his
observations on this year's PFP Conference,
Jan. 7-10 in Las Vegas.
First, let me say it was good to see old friends
and I enjoyed meeting new ones. I was glad to
put names with faces and talk face-to-face
with my e-mail pals. More on this thought
later....
This year's conference agenda was robust,
speakers were outstanding and networking
was active throughout the event. Some partici
pants even found time to enjoy the unmatched
entertainment of Las Vegas. By any measure,
the PFP Conference was a big success. I also
had the pleasure of meeting Benjamin Bankes
in person, the face of the AICPA's "Feed the
Pig" financial literacy campaign. How cool is
that!

Session topics ranged from very technical mat
ters to the everyday issues we see with our
clients — from practice management to com
pliance, investments to taxes, presentations
and panel discussions probed many topics that
are likely to be on a CPA financial planner's
mind today. All participants were able to
choose among conference topics to get the
best possible information and education tai
lored to their individual practice. You could say
that's what a great conference is supposed to
do. But more on that later as well.

Pre-conference topics for early arrivals covered
insurance solutions; marketing you can really
use; sessions for advanced planners, including
investment advisor compliance; and practice
management topics. Those who attended the
Sunday sessions benefited from a day packed
full of education and information exchanged
with fellow CPAs. I remember the days when
the Sunday of the conference had a single topic
designed to add one extra subject for early
arrivals, but not any longer. I would be so bold
to say this was really the first full day of the
conference because sessions started at 9 a.m.
and lasted all day.
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The last speaker of the day was actually the
official keynote address. This year, Afterburner
provided a leadership trainer, Tracy
LaTourrette, for the official kick-off, with an
energetic program. The subject, "Flawless
Execution: Plan, Brief, Execute, Debrief," was
enjoyed by all who attended. Following the
keynote, the audience moved into a reception
for a chance to relax with fellow PFP
Community members. I think this event was
one of the most productive networking oppor
tunities during the conference.
The annual PFP Town Hall Meeting was also
held on Sunday. This year's event reverted to
the original purpose of a town hall - to let the
members of our community talk ... with each
other, as well as with AICPA committee mem
bers and PFP staff team members. During the
session, members were grouped at roundtables
to share opinions and information on topics of
interest to them.

To give you a flavor, topics included practice
management challenges, such as recruiting,
client service issues, compensation and suc
cession. Clearly, practitioners see these as the
leading challenges facing our practices, and the
interchange among participants, committee
leaders and AICPA was enlightening. A chance
to get in the room with all the leaders and talk
face-to-face about potential solutions
is exciting.
Chairs and members of active committees
were present, including Robert Jazwinski,
CPA/PFS, chairman of the PFS Credential
Committee; Michael Eisenberg, CPA/PFS,
immediate past chair of the PFS Credential
Committee; Joel Framson, CPA/PFS, immediate
past chair of the PFP Executive Committee; and
Richard Fohn, CPA/PFS, chair of the PFP
Executive Committee. These members helped
answer questions and served as table leaders
for topics of interest in break-out groups. A full
report of the Town Hall Meeting is included in
this issue of The Planner.

On a side note, if you haven't met some of the
new AICPA team members, a few names you

will want to remember include James
Metzler, CPA.CITP vice president, Small Firm
Interests; Stephen Winters, CPA.CITP director
of Specialized Communities and Firm Practice
Management; and Teighlor March, J.D., senior
technical manager for PFP. I have had the
pleasure of getting to know these individuals,
as well as Andrea Millar, CPA/PFS, and Bob
Howard, CPA, MBA, who work on the PFP
team. I cannot say enough about their enthu
siasm, energy and desire to challenge every
thing to "make it better." I would encourage
you to meet these leaders of your profession
and the AICPA at your earliest opportunity.

Wednesday's general session, led by consult
ant and futurist, David Pearce Snyder, cov
ered socioeconomic views of how we arrived
at the present environment, and projected the
consequent opportunities and challenges that
lie in our future. Mr. Snyder suggested four
initiatives for PFP practitioners: "Go for the
Gold" by seeking out households migrating
out of the suburbs, "Go for the Old" by seek
ing the over 55 age group, "Pursue the New"
by seeking out the immigrants who make up
14 percent of population, and "Get an Edge"
by adopting cutting edge innovations that dis
tinguish you in the marketplace.

General sessions were packed! The Monday
morning session with David Solie from Marsh
Private Services and author of How to Say It
to Seniors: Closing the Communication Gap
With Our Elders, discussed many of the
developments facing middle-age clients in our
practices. Later in the day, Solie conducted a
separate break out session for those who
wanted to discuss his topic in more depth.

Unfortunately, I do not have enough space to
cover the numerous topics and speakers pre
sented at this conference. I can only say that
quality and quantity were clearly represented
in subjects and presenters.

Tuesday morning, Donald Tang from Bear
Stearns & Co. presented an eye-opening ses
sion on China. His candid observations related
to the new economic powerhouse and what
he observed as the "rhythm of China under
neath the chaotic surface," were highly
informative. Many CPAs interested in invest
ments in China — for themselves or for
clients — were actively listening, and the
questions from the floor were endless. This
clearly was a very timely topic.

With your permission, it's now time for my
"more on that later..." I have watched over
the years as this conference's attendees and
all of the PFP/PFS practitioner-members have
grown closer - into a real community. I am
always pleased to see the pioneers of our
community who attend the conference every
year. I would challenge each of you to remain
active; you are needed now, more than ever.
I also have watched as new members take up
the challenge and hard work required to
become leaders in this grand community of
PFP/PFS CPAs. The growth of our community
will always be spurred by new ideas,

initiatives, energy and creativity exchanged
among members, staff and volunteers. These
are the most exciting times I have seen since
I became a CPA.
I was also particularly pleased to see
younger, newer CPA financial planners attend
ing the conference. Welcome aboard to a
most rewarding community! The PFP/PFS
community is alive, growing, and exciting.

It is my humble opinion that the biggest
benefits from the conference (and has been
since my first conference long ago) are the
fellowship, friends and networking that take
place from the time you arrive until the time
you leave. The chats in the hall, social hours,
lunches and receptions, the Town Hall, meet
ings with old friends, and discussions with
the many exhibitors are the most important
parts of the conference.

This conference is about CPA financial plan
ners networking with fellow CPAs who work
in similar arenas. This conference is about
CPAs networking with CPAs. I suggest this
conference is our national PFP/PFS communi
ty "meeting place." The great education and
information are "icing on the cake." I am
proud to be a member of this community.
Watch us grow!
About the Author: Larry McKoy, CPA/PFS,
CFP®, is a senior tax partner with Goodman &
Company, LLP, in Glen Allen, VA. Contact him
at lmckoy@goodmanco.com. •

I AICPA Captures Best; Practices from PFP Community
Town Hall Feedback
Provides Guidance for
Future Content, Services

obtain new knowledge, tools and business
solutions that will address these needs,
advance their practices and increase prof
itability.

By Heather A. Cohen
If practice management matters restrict
the growth of your personal financial plan
ning services, you are not alone. The
AICPA Personal Financial Planning (PFP)
Specialty Area is aware that the majority
of CPA financial planners face the chal
lenges of keeping abreast of current PFP
practices, as well as balancing time
between management issues and client
service. As a result, members are eager to

In November 2006, the AICPA conducted a
survey of its PFP Membership Section to
determine the pressing issues CPAs con
front in their PFP practice. This survey was
the first step undertaken by the PFP
Specialty Area to accomplish its greater
mission of providing CPA financial planners
with the guidance and resources they need
to be top providers of PFP services. The
results of the survey identified seven
critical topics of concern:

1. Staying informed of, and complying with,
legislative and regulatory matters.
2. Determining the best compensation model
for PFP services.
3. Outsourcing back-office PFP functions to
third-party organizations.
4. Choosing the best PFP software
applications to fulfill distinct needs.
5. Executing strategies that add value to an
estate planning practice.
6. Keeping pace with the changing trends in
retirement planning.
7. Integrating insurance and risk management
services into a PFP practice.
Continued on next page
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After these issues were identified, the
Specialty Area brought the community
together at a Town Hall Meeting during the
AICPA Annual PFP Conference on Jan. 7 to
ask for its suggestions on guidance needed
to rise above the challenges. During the
meeting, about 100 CPAs divided them
selves into small groups to discuss the
seven topics.

"

Based on the
fact that the
needs of CPA

financial plan

ners have

changed dra
matically in the

past several
years, the PFP
Specialty Area

learned that
its members
require a new
breed of

resources to
deal with finan

The meeting provided a multitude of bene
fits because it facilitated an open forum
exclusively for financial planners in the CPA
profession to exchange its experiences and
best practices with each other.
"Listening to what my peers are doing from
a non-technical standpoint" was an impor
tant reason why Robert J. Healy, CPA/PFS,
of RJ Healy 8 Company in Walnut Creek,
CA., wanted to attend the meeting.
Likewise, Michael Trank, CPA/PFS of Wertz
8 Company LLP in Irvine, CA., participated
in the Town Hall "to meet with colleagues
that I only see once a year and get two or
three ideas to implement in my practice."

Based on the fact that the needs of CPA
financial planners have changed dramatical
ly in the past several years, the PFP
Specialty Area learned that its members
require a new breed of resources to deal
with financial planning trends in the
marketplace.
During small-group discussions, Town Hall
participants provided their suggestions for
effective practice management.

cial planning

trends in the

marketplace.
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Managing Legislative and
Regulatory Requirements
CPAs face incessant legal mandates and ethical
codes of conduct. The challenge of staying
informed on the latest laws and regulations is
one that almost always requires assistance
from a third party. Participants in the Town Hall
Meeting advised the AICPA that they want upto-the-minute news-feed services and recom
mendations from third-party vendors that can
help oversee compliance matters in their
investment advisory practices. Specifically,
they stated that they want the AICPA to take
the following actions:

• Collaborate with attorneys who spe
cialize in state and federal securities
law, and ask them to provide a weekly
summary of investment advisory regu
lations to publish on the PFP Center
Web site (aicpa.org/PFP).

• Compile a list of independent broker
dealer firms that assist CPA financial
planners through the process of obtain
ing investment advisory education,
licensing and training.

• Provide guidance on outsourcing
investment advisory compliance to
third-party organizations and provide a
listing of companies that specialize in
office of supervisory jurisdiction
functions.

Evaluating Financial
Planning Compensation
Models
The question whether to be compensated
for PFP services through flat fees or com
missions continues to be a complex and
controversial matter. Out of the dozen CPA
financial planners who engaged in this
roundtable discussion, half accept commis
sions for various financial services. Still,
they claimed they wanted more information
to assure that their pricing model is best
suited for their services. They would like to
receive more guidance from the AICPA to
decipher the advantages and disadvantages
associated with each compensation model.
This guidance includes:
• benchmarking data that shows how
many CPAs generate revenue from flat
fees versus commissions,

• guidance on creating a financial
advisory firm that is separate from the
traditional CPA firm, and
• information discussing the conflicts of
interest associated with commission
based compensation models.

Outsourcing Back-office
PFP Operations
Why is outsourcing a back-office PFP func
tion a critical matter for financial planners?
According to roundtable participant Bud
Shore, CPA/PFS, of Shore & Company, PC. in
New Castle, IN, "I need more time to spend
with my clients." Other important reasons to
outsource are to acquire areas of expertise
that cannot be obtained in-house, as well as
gain access to new services that will add
value for clients.
Four key areas that several financial plan
ners identified as functions they would like
to outsource include financial reporting,
operations management, compliance over
sight and personnel services.

Selecting Financial Planning
Software
When it comes to financial planning soft
ware, there are hundreds of different pro
grams and each fulfills different needs. The
objective is to distinguish which programs
will best meet the needs of planners with
different service offerings, client demo
graphics and technology requirements. As
CPAs discussed this roundtable topic, they
agreed that finding a single program that
integrates their clients' tax and financial
planning data, consolidates data from dif
ferent broker dealers, and provides for
more timely pricing updates is essential.
Programs they currently use include
NaviPlan, Brentmark, Sungard, Profiles
Professional and Forecaster, and Money
Tree. Each one has advantages and disad
vantages that need to be carefully consid
ered before purchasing. For this reason,
the recommendation was to receive more
guidance from the AICPA on the PFP soft
ware options available and how to assess
each program.

Adding Value to an Estate
Planning Practice
Participants suggested a number of ideas to
offer greater support to CPA estate planners.
First, a number of practitioners want
advanced level technical information about

estate planning strategies to be made
available on the PFP Center Web site. For
example, they would like more links to
estate planning legislation, white papers and
materials published by third-parties experts.
Second, they would like to access templates
for client communications that describe
estate planning vehicles, and the strategies
and advantages associated with each in lay
man terms. Third, they want the discussion
board on the PFP Web site to comprise a
broader range of estate planning topics and
want the PFP community to be more active
in these online discussions.

Managing the Changing
Trends in Retirement
Planning
Participants in this group communicated
they are experiencing a new set of retire
ment planning circumstances among their
client base. One example is the shift in pro
viding mostly pre-retirement services to
more post-retirement services. Their
clients increasingly need more assistance
with budgeting money after retirement and
managing it in light of unforeseen life
issues. As a result, members would like to
receive forecasting tools that project the
needs of these clients according to their
life expectancy, as well as a range of
resources to assist clients with the psy
chological issues associated with retire
ment. Members also need training on how
to deal with the "soft" issues of retirement,
such as financial problem solving and
keeping a rational frame of mind through
difficult events that impact clients'
finances.

Establishing an Insurance
and Risk Management
Services Niche
As an important part of a clients' financial
plan, risk management and insurance services
continues to be a growing niche area for CPA
financial planners. Members voiced they want
advice on how to integrate these services into
their current PFP practices. Types of guidance
that will be most beneficial include best prac
tices for advising clients on insurance

products, techniques used to evaluate differ
ent insurance policies, and a directory that
lists insurance companies and the different
rates of their products.

The PFP Specialty Area's
Call to Action
The AICPA could not have asked for more
valuable information from the PFP communi
ty to enhance the resources and programs
they provide to CPAs! In light of the chang
ing needs of the community, as well as the
increase in its population, the Specialty Area
will use the community's recommendations
to better serve the needs of its members
and Section prospects.

"AICPA professionals and PFP volunteer
committees will fully explore the communi
ty's ideas and suggestions, looking for ways
we can enhance the tools and guidance we
deliver to our members," says Stephen
Winters, CPA.CITP, director of Specialized
Communities and Firm Practice Management
for the AICPA. "We're seeing strong growth
in the number of CPAs delivering PFP servic
es, and a corresponding growth in the num
ber of clients who want their CPA to help
them with their financial future. That's why
we so highly value the input we received in
our Town Hall meeting."

The AICPA would like to extend an invitation
to its entire membership to participate in this
mission to enhance the PFP Specialty Area.
If you would like to offer your ideas on the
types of support that will help advance your
PFP practice, please include your sugges
tions to Teighlor March, J.D., senior techni
cal manager, Specialized Communities - PFP,
tmarch@aicpa.org.
About the Author: Heather A. Cohen special
izes in marketing strategy and communica
tions. For the past two years, she assisted
the AICPA PFP Specialty Area in achieving
its marketing goals and creating programs to
enhance the PFP community. As a senior
marketing manager at Colcomgroup, Inc.,
she works with accounting organizations and
firms to develop and implement marketing
plans, create branding strategies and write
promotional collateral. Contact her at
hcohen@colcomgroup.com. •
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Tax Strategies for the High Income Individual
April 30 - May 1, 2007
Bellagio Hotel, Las Vegas
Chaired by renowned tax strategist Sidney Kess.
Learn the latest approaches to wealth preservation from the leading experts in the field. The 2007 AICPA Conference on

Tax Strategies for the High-Income Individual is a must for CPAs, attorneys, financial planners and bank trust officers
responsible for helping their clients accumulate, retain and transfer their wealth.

Conference Highlights:
• Learn from an all-star interdisciplinary faculty

Estate tax update

• Practical tips to walk away and use right away

Latest developments on planning for your wealthy clients,
including FLPs

• Recent developments in major concentrations for high
income tax payers
• Income tax update
• Recent developments impacting real estate

Opportunity to participate in practical workshops and net
work with individuals

Exhibitors with the latest products you need to know
about.

• Retirement planning, including pension reform

PFP Section members save an extra $50 off of the applicable registration fee.
For more information, visit www.cpa2biz.com.

ISO Certified

ADDRESS SERVICE REQUESTED
American Institute of Certified Public Accountants
Personal Financial Planning Section
1211 Avenue of the Americas
New York, NY 10036-8775

AICPA

First-Class Mail
U.S. Postage Paid
Riverdale, MD
Permit No. 5165

